Book Insights:
Profitable Growth is Everyone’s Business
By Curt Clinkinbeard

I have to hand it to Ram Charan for his book, “Profitable Growth is Everyone’s Business: 10 Tools You Can Use Monday Morning.” Typical books written by PhD’s from Harvard who consult with Fortune 500 companies come across as very technical and theoretical with very little application in the small-business, “real” world. Charan dodged that bullet with this book, which discusses approaches for growth that are useful in nearly every company. 

To start, Dr. Charan illustrates that growth is a mindset and highlights ten tools to use in a growth effort. He shares these ten tools in an overview manner in the introductory chapter and outlines very clearly what he hopes to accomplish in the book. I like the “step by step” nature of these suggestions. 

Perhaps the most valuable nugget to the reader is found in his second tool, which essentially suggests the business should approach growth from the perspective of hitting “singles and doubles” versus chasing “home runs.” 

This “home run” mentality has shown up in many of the companies I have worked with. They fail to see growth as a progression of small steps – an ongoing process. Companies often make the mistake of the “big account” or the superstar product line coming on to save the day. Charan illustrates the fallacy with this line of thinking and suggests companies will be better served seeking continuous small wins. Great advice.
In the chapter that discusses how to find these “singles and doubles,” the author provides 14 sources for these growth ideas, including helping your customers grow and customer-need satisfaction. The author wraps up the chapter with an interesting matrix that compares customers to needs to provide suggestions for creating growth, as well as a process for turning “singles and doubles” into home runs. 
Another major point the author makes is that growth requires a focused leadership mindset. Growth simply just does not happen by accident. The author explains the perspective necessary to drive a growth effort, including the places you should be coming from and those you should not. 

The author presents an interesting concept which looks at common marketing activities and segments them into two distinct categories. The author calls this distinction “upstream” and “downstream” marketing. Downstream marketing focuses on the things the company does, such as branding, advertising, promotions, and customer service – important things, but not the key. 

On the other hand, “upstream marketing,” which is deeply studying customers and the products or services the company provides to them, is where the opportunity lies. Charan highlights this by showing B2B company illustrations where sales employees actually work inside the physical locations of their customers. They do this to gain such a deep knowledge of the customer that innovative solutions can be constructed to improve the profitability of the customer. 
Granted, putting an employee inside the customer’s company is rarely a viable option for the small business, the point is still valid. The more you understand your customer and the problems they face, the more creative you can be at solving their problems and creating “upstream” marketing opportunities for your business. 

In other chapters, the author contrasts good growth with bad growth and how to ensure the growth you pursue ends up being positive for the company once accomplished, as well as developing a budget that tracks the company’s growth in contrast to the goals you have established. Another key component of the discussion includes an analysis which looks at the productivity of the growth. Ideally growth should be efficient by generating more economic progress than it consumes. For instance, it should be  profitable!!!
There is little to disagree with in this book. It is presented in a readable manner and shares intelligent insights into growing a business. Most of the company examples cited are larger businesses, so a small business owner will need to translate the research to their company setting, but the principals certainly apply. “Profitable Growth is Everyone’s Business” is a fact, as well as an interesting business book worth a read. 
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Curt Clinkinbeard is the Regional Director of the University of Kansas Small Business Development Center, which provides free and confidential business counseling to existing and prospective entrepreneurs, as well as low cost seminars. Curt can be reached at 785-843-8844 or curt@kusbdc.net.
